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The three objectives of this study are: 1) to study the motorcycle using behavior of 

consumers in Mueang District, Lampang Province, 2) to determine those factors affecting their 

buying decisions, and 3) to examine their problems and recommendations. 

The data used in this study was primary data collected using a questionnaire from 250 

people, who use or have used a motorcycle, based on an accidental sampling method. The 

respondents can be divided into five occupation sectors, with 50 people feom each sector, these 

being: farmer/freelance workers, government officials, state enterprise officers, private 

organization employees and business owners. The analysis employed descriptive statistics and a 

rating scale, using Likert’s scaling method. 

The preliminary study found that the majority of respondents were male, between 31 and 

40 years old, undergraduates, with an income in the range 5,001 to 15,000 Baht per month. 

The study on motorcycle using behavior showed that the respondents use a motorcycle to 

go to work or to school, and the average daily usage time found was 1 to 3 hours. Nearly 100% of 
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them use Hondas and are sole drivers. They use their motorcycles in the district and 

municipality areas, within an average distance of 6 to 10 kilometers. Most of them purchased 

their motorcycles using cash, or otherwise through a direct lease deal with the dealer. The reason 

given for buying a motorcycle was that they are economical on fuel. People who influence the 

buying decisions made are husbands and wives. The favorite purchase option given was free 

insurance. 

The study on factors affecting the buying decisions found that the three highest-rated 

factors were personnel, promotion and place, respectively. Other factors given of less importance 

were the product, the service process and price, respectively. 

The study on problems showed that the highest-rated problems given were: (i) regarding 

the product, the substantial fuel consumption, (ii) regarding the price, the level of expense, (iii) 

regarding place, the low number of dealers, (iv) regarding the promotion activities, the lack of an 

advertising campaign, (v) regarding the personnel, a slow service, and (vi) regarding the service 

process, whether or not the working hours meet customer needs. 


